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taken in Miami weouldn't be delivered untl well
into 2044,
Collins said Sabee and Back Cove had Laanchaed
a wery apgressive fourhoat introduction in the
v hrand segmwnts aver an L8 manth period.
Hunter's Petemson attribated that company®s 20
¢ o customer demand for ds

newees offerings

T wach case, the newsproduct push was pro-
prilcd by strong publicity campalgns. From
staged, large-scale special ovents — & vwo-day
cxtravaganza by Sabre a muld-week new-prod-
uct sales flodilla hosted by Honeer —  the ane-
twa punch of new products and PR produced
strong consumer awarencss and ultimarely de-
livered sales

At the retail level, Busso sald “paying anestion
tor relail details” nmwde the dilference. He cioed ey
erything from creating Gvordile fics impressions
with cusiomens o invesung in human resowrces.
Husso Iias developed s own dnchouse oraining
venter. The company has achieved superior deal-
er status inall of s brands, and has eamved ma-
rime indusiry cemflcatlon. The high level of com-
mitment amd inemal focus, Kusso believes, has
wivem the dealership am edpe.

Anvdher sirategy that has paid dividends has
Ireen parnenng with other dealers wo co-marker
shared Bbrowls at shows and special events, Thas,
sanl Russo, creates o greater presence than could
B achieved alone, [noaddition, Russo has
lpsiecPeed @ seres o Teastinner e services” de-
signed e maximiee 1o CusblianeT cxpercneg and
Praildd longerm layalty,

This focus o cusbianer service is sinolher bt

sharedd by all Five winning sales and marketing o
Eani A,
ARAR Shereerd, tor example, discassel e

lesramal ales anl

ool “gedden customers.”
mrketing &l o corpocaie cogineors mect

lace 1o Bee with customers e eter aoder.

st thweie desires, This cxercise, he LELEN hax
wreated o ostrang Baml between Lo Cuslomens
s tcustome r-first” philosophy has
been adopted divisionawide and has resulted

in new prodouct imitiatives and, mast no |1||:|.'_

anel st

propriciey aew praducts far their respective
cuslomers.

Customer service is also a top pricrity at
Hunter, Petersan shared his *poineofiouch” phi-
lessophy, which he beleves is crical for continge
ally bullding manufactueerbealer rolatios.

“In a down market, manulctorers Bave to
wiork cxrra hard 1o support their dealers,” he
sitid. “From designing sales and marketing tonls
and programs that will help move proguce
rerail, 1o being invoelveld and connectod with
dealers an the grassiooms level .. Lo investing in

sales waining prrograms .o Lhal's whore we
miake a diffcicnce. %We work roally Bearcd Lo pors
Wit P Iy e

ner with our dealers @
aboun thein sugdes.”

Huater i abso exprencdod ity salos Clumels By
developing affiliate progaims, Hunter warks with
the Calgane Oiffshoee SKadlingg Scliocl i producing
prroduen for inseructional puerposes and is the ox-
ot srasulacturer for SailTime, the
frectional sailing oompany.

[ntesestingly, cacly of 1he panclists Tad cither
mutintained @ strong markcting buadget from the
previous year or increascd the investiment,
While many compinies slash advertising or
murkering owntlays wien budgers ger tight, all
agreed thar now more than cver, Yoo st man
ket and be highly visible in order W gain sales
and grosy marker share. From increased adver
TSINE Lo angong Commitment o Customer
COmmumeaions —- {“r'l"ﬂ'!'!!ﬂ“ Trom newslel-
ters amd e-blasts to hosting special evenrs —
staying closely connected 10 your custamers is
LS TS

clusive
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Irespite all the clhallenges we're facing as an
imclusbry, some amaong 18 are winning, Iooean
amdl is bering alone, Tnstead of wasting oor
ot how tough things

time complainis
wr sbuould e
the Faln

prressively marketing like
rning about what
athers —  hath insicle and oorsicde our indos.
iry — are Laing

wenmdahenlensmitbade cam

us Five amd le



